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(54) Tide: CONDITIONAL PURCHASE OFFER (CPO) MANAGEMENT SYSTEM FOR COLLECTIBLES 



(57) Abstract 

A collectible conditional pur- 
chase offer (CPO) management sys- 
tem (100) is disclosed for receiving 
and processing individual CPOs from 
buyers for one or more collectibles, 
such as coins, stamps, art prints, comic 
books, etc. The collectible CPO man- 
agement system processes each re- 
ceived CPO in the collectible CPO 
central controller (200) to determine 
whether one or more sellers ( 1 30, 1 40) 
are willing to accept a given col- 
lectible CPO. 
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CONDITIONAL PURCHASE OFFER (CPO) 
MANAGEMENT SYSTEM FOR COLLECTIBLES 

Cross-Rcference To Related Applications 

5 This application is a continuation-in-part of U.S. Patent Application 

Serial No. 08/889,319, filed July 8, 1997, which is a continuation-in-part of U.S. 
Patent Application Serial No. 08/707,660, filed September 4, 1996, each incorporated 
by reference herein. 

10 Field of the Invention 

The present invention relates generally to a system for processing the 
sale of goods and, more particularly, to a system for managing the sale of collectibles, 
such as coins, stamps and comic books, and other used or secondary market goods, to 
buyers who have submitted a purchase offer for the purchase of such goods. 

15 

Background of the Invention 

Most systems for processing the sale of products are seller-driven, 
whereby the seller prices, packages, configures and offers the product for sale, and the 
buyer decides whether or not to accept the seller's offer. In a buyer-driven system, on 

20 the other hand, the buyer dictates the terms of the offer and one or more sellers decide 
whether or not to accept. A "help wanted" advertisement, for example, is a buyer- 
driven inquiry since the employer is looking to locate and buy the services of a 
qualified employee. The inquiry is advertised to a large number of potential 
employees, who may respond by submitting their resumes to the prospective 

25 employer. 

Many large organizations, such as corporations or government entities, 
utilize a buyer-driven system to purchase goods or services at the lowest possible 
price. Initially, the purchaser formulates a detailed written specification, typically 
called a "Request for Proposal" (RFP), setting forth the quantities and requirements of 
30 what the purchaser is looking to buy. Once finalized, the RFPs are distributed to a list 
of known potential suppliers. Potential suppliers then screen the RFPs to identify 
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those that they might be able to fulfill, and thereafter determine whether or not to 
invest the necessary time and effort to submit a formal, legally binding proposal to the 
buyer by a deadline established in the RFP. Once submitted, the proposals are 
evaluated by the buyer, and the chosen supplier, corresponding to the selected 

5 proposal, is notified that it has "won" the business at the price quoted. 

Large organizations can take advantage of the benefits afforded by the 
RFP process because their volume buying represents a worthwhile opportxinity for 
suppliers to compete for their business. In addition, large organizations have the 
resources to communicate their buying needs to a sufficient number of suppliers. As 

10 a result, large organizations can often achieve substantial unit cost savings, especially 
on commodities or commodity services (such as office supplies, insurance or long 
distance telephone service) and on perishable items (such as airline tickets and hotel 
rooms). Individual consumers, however, cannot effectively participate in the RFP 
process with current systems because they generally do not have the bulk buying 

1 5 power and resources of large organizations. 

While there have been attempts to utilize the Internet to effectuate 
bilateral buyer-driven transactions between individual consimiers and sellers, those 
attempts have been largely unsuccessful. For example, buyers can post "wanted" 
advertising at little or no cost on "bulletin board" type Internet sites, such as United 

20 Computer Exchange and Classified 2000, or submit bids for available products in an 
online auction, such as Interactive Auction Online. Thus, in an online classified 
system, consumers can essentially post their own RFP to a large number of potential 
sellers. In an online auction, however, buyers are unable to post their offer to a 
multiple of sellers. 

25 In practice, it is impractical for potential sellers to fi-equent the various 

"bulletin board" sites and online classified systems, or respond to the individual RFPs 
which typically have diverse formats, conditions, terms, and language styles. In 
addition, sellers are deterred fi-om using such a process because there is (i) no 
guarantee of the authenticity of the RFP, (ii) the cost of negotiating with individual 

30 consumers is often too high, and (iii) it is difficult to enforce any agreement 
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(including payment guarantees) which may be reached between the consumer and the 
seller. Thus, a seller's item may be removed from the available inventory when a 
buyer desires to purchase the item, until the purchase price is submitted by the buyer. 
Since there is no guarantee that the buyer will complete the transaction, however, the 

5 purchase price may never be submitted and the seller's item will have to be 
resubmitted. In turn, the absence of a critical mass of sellers reduces the incentive for 
buyers to post their RFPs. 

When both the buyer and the seller involved in a transaction are 
individuals, the above-mentioned limitations of cunent systems become even more 

10 apparent. In the collectibles industry, for example, the buyers and sellers of 
collectibles, such as coins, stamps, art prints, comic books, baseball cards, jewelry, or 
other used or secondary market goods, are typically individuals or their agents, such 
as consignment shops. Although most individuals have a home full of valuable items 
that they have acquired over the years, but no longer desire, reselling such unwanted 

15 items is a time-consuming and often frustrating process. Even if a seller is able to 
locate a potential buyer, after expending significant time and money attracting and 
screening potential buyers, the buyer is typically unwilling to pay the ftiU value for 
the item to an individual seller. Buyers recognize that an individual seller does not 
have the same overhead as an institutional seller, and attempt to utilize this 

20 knowledge to obtain cost savings. In addition, individual sellers typically do not 
provide a warranty, and the buyer is therefore often required to bear the risk that the 
goods are authentic and of reasonable quality. 

In addition, since individual buyers and sellers are typically unknown 
to each other, and lack the reputation of an institutional buyer or seller, both parties 

25 are typically unwilling to perform until the other has done so. While the seller is 
typically unwilling to deliver the item until the buyer has paid in full, the buyer is 
likewise unwilling to pay for the item xmtil the item has been delivered and inspected. 
Each party recognizes that their leverage, or source of recourse, is lost once they have 
performed. Although an escrow agent or other third party can be effectively utilized 

30 to reduce such post-transaction performance issues, the escrow agent does not (i) 
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guarantee the authenticity of the buyer's offer; or (ii) reduce the cost of negotiating 
and consummating a transaction among individual buyers and sellers. 

In fact, although the present invention permits buyers and sellers to 
communicate and exchange goods by means of a centralized electronic network, the 
5 role of the escrow agents or other third parties, such as collectibles dealers or 
consignment shops, does not disappear. Such dealers become essential in an Intemet 
marketplace, as their expertise in authenticating goods provides a mechanism for 
assuring buyers and sellers that they will not be cheated by each other. In this 
manner, dealers become authenticators and derive profit from their expertise, without 

10 having to risk their capital in maintaining an inventory. 

As apparent from the above deficiencies with conventional systems for 
selling goods, a need exists for a buyer-driven system that permits a buyer to obtain 
used goods, for example, to fill a collection, at a price set by the buyer, typically 
below the retail price. Yet another need exists for a system that permits sellers to 

15 dispose of unwanted items and thereby obtain value from such unwanted items. 
Another need exists for a system that permits passive sellers, i.e., those sellers who 
do not want to be a salesman, to dispose of the inventory that fills their home. A 
further need exists for a system that permits a dealer to eliminate his inventory and to 
utilize his expertise to make sales from a virtual inventory. 

20 

Summary of the Invention 

Generally, according to one aspect of the invention, a collectible 
conditional purchase offer (CPO) management system is disclosed for receiving and 
processing individual CPOs from buyers for one or more collectibles, such as coins, 

25 stamps, art prints, comic books, baseball cards, jewelry, or other used or secondary 
market goods. The collectible CPO management system processes each received CPO 
to determine whether one or more sellers are willing to accept a given collectible 
CPO. If a seller accepts a given CPO, and ultimately delivers goods complying vnth 
the buyer's CPO, the buyer is bound on behalf of the accepting seller, to form a 

30 legally binding contract. A CPO is a binding offer containing one or more conditions 
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submitted by a buyer for the purchase of goods, at a buyer-defined price. The CPO 
may be guaranteed, for example, by a general-purpose account, such as a credit or 
debit account. 

According to one aspect of the invention, once a CPO is accepted by a 
5 seller, but before completing the transaction, the goods are preferably forwarded to a 
dealer/authenticator for evaluation. The dealer/authenticator can be part of the 
collectible CPO management system or another third party having knowledge of the 
subject goods. The dealer/authenticator preferably validates, authenticates and 
optionally guarantees the goods, while also serving as the distribution point for the 

10 collectibles sold by the collectible CPO management system. As used herein, 
validation establishes that the item actually exists. Authentication proves that the 
item is in the condition stated by the accepting seller. The guarantee, if desired, 
insures that the buyer has not purchased a counterfeit item or an item of unacceptable 
quality. Thus, once an item is delivered to the dealer/authenticator and approved, the 

15 dealer/authenticator can deUver the item to the buyer and authorize payment to the 
accepting seller. 

The collectible CPO management system preferably allows a number 
of sellers to conditionally accept each CPO. In this manner, the collectible CPO 
management system can ensure that at least one of the accepting sellers will have the 

20 collectible item in the condition specified by the buyer. Preferably, each of the 
accepting seller(s) are prioritized into a hierarchy based on predetermined criteria. 
Thus, the dealer/authenticator will evaluate the items received fi-om each seller in the 
hierarchy, in the appropriate order, until goods in the condition specified by the buyer 
are identified. For example, sellers may be assigned a priority in the hierarchy based 

25 on the order in which their acceptances are received by the collectible CPO 
management system. In addition, the priority may be based on the performance of 
each accepting seller for previous transactions. Alternatively, priority may be 
determined based on the geographical proximity of each accepting seller to the buyer. 

A seller inventory building process preferably receives a list of items, 

30 or categories of items, to be sold from a seller, and creates a record of each item or 
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category in an item database. A collectible CPO evaluation process preferably 
receives a collectible CPO from a buyer; provides the CPO to potential sellers and 
determines whether any seller is willing to accept the CPO. An authentication 
monitoring process preferably monitors the authentication performed by the 
5 dealer/authenticator and determines whether the dealer/authenticator validates the 
item provided by an accepting seller. An unfilled CPO periodic maintenance process 
is preferably periodically executed to determine whether the goods associated v^th a 
previously unfilled CPO have been added to the inventory of the collectible CPO 
management system. 

10 Buyers and sellers are often looking to buy or sell, as appropriate, an 

entire collection. Thus, the collectible CPO management system permits a CPO 
submitted by a buyer for an entire collection to be deconstructed or broken up into 
component CPOs which are individually offered to sellers. In addition, if a seller 
only wishes to sell an entire collection as part of a single transaction, it may be 

15 necessary to combine a plurality of individual CPOs for portions of the collection in 
order to meet the seller's requirements. The individual CPOs are processed by the 
collectible CPO management system and pre-bound, imtil the entire collection has 
been sold. 

A more complete understanding of the present invention, as well as 
20 further features and advantages of the present invention, will be obtained by reference 
to the following detailed description and drawings. 

Brief Description of the Drawings 

FIG. 1 is a schematic block diagram illustrating a collectible 
25 conditional purchase offer (CPO) management system in accordance with the present 
invention; 

FIG. 2 is a schematic block diagram of the exemplary central 
controller of FIG. 1; 

FIG. 3 illustrates a sample table from the buyer database of FIG. 2; 
30 FIG. 4 illustrates a sample table from the seller database of FIG. 2; 
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FIG. 5 illustrates a sample table from the dealer/authenticator database 

of FIG. 2; 

FIG. 6 illustrates a sample table from the item class database of FIG. 2; 
FIG. 7 illustrates a sample table from the offer database of FIG. 2; 
5 FIG. 8 illustrates a sample table from the item database of FIG. 2; 

FIG. 9 is a flowchart describing an exemplary seller inventory building 
process implemented by the central controller of FIG. 2; 

FIGS. 10a through lOd, collectively, are a flowchart describing an 
exemplary collectible CPO evaluation process implemented by the central controller 
10 of FIG. 2; 

FIG. 11 is a flowchart describing an exemplary authentication 
monitoring process implemented by the central controller of FIG. 2; FIG. 12 is a 
flowchart describing an exemplary unfilled CPO periodic maintenance process 
implemented by the central controller of FIG. 2; and 
15 FIG. 13 is a flowchart describing an exemplary process implemented 

by the dealer/authenticator of FIG. 1 . 



Detailed Description 

FIG. 1 shows a collectible conditional purchase offer (CPO) 
20 management system 100 for receiving and processing CPOs from one or more buyers, 
such as buyers 110 and 120, for one or more collectibles, such as coins, stamps, art 
prints, comic books, baseball cards, jewelry, or other used or secondary market goods. 
The collectible CPO management system 100 processes each received CPO to 
determine whether one or more sellers, such as sellers 130 and 140, are willing to 
25 accept a given collectible CPO. As discussed further below, if a seller accepts a given 
CPO, and ultimately delivers goods complying with the buyer's CPO, the collectible 
CPO management system 100 binds the buyer 110 on behalf of the accepting seller 
130, to form a legally binding contract. 

According to a feature of the present invention, once a CPO is 
30 accepted, but prior to completing the transaction, the goods are preferably forwarded 
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to a dealer/authenticator, such as dealer/authenticator 150 or 160, for evaluation. The 
dealer/authenticator 150 can be part of the collectible CPO management system 100 
or another third party having knowledge of the subject goods. The 
dealer/authenticator 1 50 preferably validates, authenticates and optionally guarantees 
5 the goods, while also serving as the distribution point for the collectibles sold by the 
collectible CPO management system 100. As used herein, validation establishes that 
the item actually exists. Authentication proves that the item is in the condition stated 
by the seller. The guarantee, if desired, insures that the buyer has not purchased a 
fake or counterfeit item. Thus, once an item is delivered to the dealer/authenticator 

10 150 and approved, the dealer/authenticator 150 can deliver the item to the buyer and 
authorize payment to the accepting seller. 

According to a further feature of the invention, the collectible CPO 
management system 100 preferably allows a number of sellers to conditionally accept 
each CPO. In this manner, the collectible CPO management system 100 can ensure 

15 that at least one of the accepting sellers will have the collectible item in the condition 
specified by the buyer. Generally, the grade and condition of used goods is 
determined primarily by educated opinion, for example, by a person having 
knowledge of the subject goods. Preferably, each of the accepting seller(s) are 
prioritized into a hierarchy based on predetermined criteria. For example, sellers may 

20 be assigned a priority in the hierarchy based on the order in which their acceptances 
are received by the collectible CPO management system 100. Alternatively, priority 
may be determined based on the geographical proximity of each accepting seller to 
the buyer. In addition, the priority may be based on the performance of each 
accepting seller for previous transactions. 

25 As used herein, a CPO is a binding offer containing one or more 

conditions submitted by a buyer for the purchase of goods, such as coins, stamps, art 
prints, comic books, baseball cards, jewelry, or other used or secondary market goods, 
at a buyer-defined price. The CPO may be guaranteed, for example, using a general- 
purpose account, such as a credit or debit account, maintained by an issuing bank, 
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such as issuing bank 170 and 180. The conditions specified in a CPO may include, 
for example, a description of the goods and a minimum required quality or condition. 

As shown in FIG. 1, the collectible CPO management system 100 
preferably includes a central controller 200, discussed further below in conjunction 
5 with FIG. 2. The collectible CPO management system 100 may provide a given CPO 
to selected sellers based on the industry associated with the CPO, or the types of 
goods in the seller's collection, or other predefined screening criteria, so that sellers 
only obtain CPOs that they may be interested in or are authorized to screen. For 
example, a seller, such as seller 130, may specify that the seller only wishes to review 

10 CPOs that potentially dispose of a minimum predefined percentage of the seller's 
collection. Alternatively, the collectible CPO management system may provide all 
CPOs to all sellers for screening. 

As discussed further below, each buyer and seller contacts the 
collectible CPO management system 100, for example, by means of telephone, 

15 facsimile, online access, e-mail, in-person contact or through an agent, and provides 
the collectible CPO management system 100 with the terms of their CPO, or the list 
of available items the seller desires to sell, as appropriate. It is noted that each buyer 
and seller may employ a general-purpose computer, for communicating with the 
collectible CPO management system 100. The general-purpose computer of each 

20 buyer and seller is preferably comprised of a processing unit, a modem, memory 
means and any software required to communicate with the collectible CPO 
management system 100. 

As discussed below in conjunction with FIG. 9, individual sellers 
preferably contact the collectible CPO management system 100 to provide a list of the 

25 inventory available for sale from the seller's collection. In addition, as discussed 
below in conjunction with FIG. 10, buyers preferably contact the collectible CPO 
management system 100 to evaluate the available inventory and, if desired, submit a 
CPO for one or more collectibles, or other used or secondary market goods. In one 
embodiment, the available inventory can be made available for buyers to evaluate. 
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without revealing any information identifying the seller. In an alternate embodiment, 
buyers can submit CPOs directly, without first evaluating available inventory. 

The collectible CPO management system 1 00, as well as any general- 
purpose computers utilized by buyers 110, 120, sellers 130, 140, dealer/authenticators 
5 150, 160 and issuing banks 170, 180 (collectively, the "nodes") preferably transmit 
digitally encoded data and other information between one another. The 
communication links between the nodes preferably comprise a cable, fiber or wireless 
link on which electronic signals can propagate. For example, each node may be 
connected via an Intemet connection using a public switched telephone network 

10 (PSTN), such as those provided by a local or regional telephone operating company. 
Alternatively, each node may be connected by dedicated data lines, cellular. Personal 
Communication Systems ("PCS"), microwave, or satellite networks. 

In one embodiment, the central controller 200 initially reserves a 
portion of the CPO price offered by the buyer. Thus, the CPO is initially offered at a 

15 price lower than the full CPO price to sellers, and the offer price is incrementally 
increased until a seller agrees to bind for a price. The collectible CPO management 
system 100 gradually diminishes its profit margin, until a seller accepts the CPO. To 
prevent the collectible CPO management system 100 from submitting bids to 
ascertain a seller's price floor, a third party agent can ensure that the collectible CPO 

20 management system 100 has a legitimate buyer before starting the "seller race." In 
another variation, the buyer can post a high and a low offer price, as well as an 
optional fixed increment amount with a CPO. The collectible CPO management 
system 100 initially posts the buyer's CPO with the specified low price. Sellers can 
accept, or wait until the price increases incrementally. By not binding early, sellers 

25 risk having another seller accept the CPO and having a higher place in the seller 
hierarchy for authentication. 

The central controller 200, shown in FIG. 2, preferably includes a 
processor 210 and related memory, such as a data storage device 220. The processor 
210 may be embodied as a single processor, or a number of processors operating in 

30 parallel. The data storage device 220 and/or a read only memory (ROM) are operable 

10 
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to store one or more instructions, which the processor 2 1 0 is operable to retrieve, 
interpret and execute. The processor 210 preferably includes a control unit, an 
arithmetic logic unit (ALU), and a local memory storage device, such as, for example, 
an instruction cache or a plurality of registers, in a known manner. The control xmit is 

5 operable to retrieve instructions from the data storage device 220 or ROM. The ALU 
is operable to perform a plurality of operations needed to carry out instructions. The 
local memory storage device is operable to provide high-speed storage used for 
storing temporary results and control information. 

As discussed further below in conjunction with FIGS. 3 through 8, 

10 respectively, the data storage device 220 includes a buyer database 300, a seller 
database 400, a dealer/authenticator database 500, an item class database 600, an offer 
database 700 and an item database 800, The buyer database 300 preferably stores 
information on each buyer of the collectible CPO management system 100, including 
biographical information and billing information, such as a credit card number. The 

15 seller database 400 preferably stores information on each seller which is registered 
\vith the collectible CPO management system 100 to sell collectibles or other used 
goods to CPO buyers. The dealer/authenticator database 500 preferably stores 
information on each dealer/authenticator 150 who is registered with the collectible 
CPO management system 100 to authenticate certain types of goods in connection 

20 with an accepted CPO. The item class database 600 records an item class identifier 
and descriptor for each class of goods sold by the collectible CPO management 
system 100. The offer database 700 preferably contains a record of each CPO being 
processed by the collectible CPO management system 100, including the conditions 
of each CPO and the associated status. The item database 800 preferably maintains 

25 the inventory of goods available for sale by the collectible CPO management system 
100, including an identifier of the seller of the goods, as well as an optional indication 
of the grade and minimum offer price (the minimum offer price need not be displayed 
to buyers). 

In addition, as discussed further below in conjunction with FIGS. 9 
30 through 12, respectively, the data storage device 220 includes a seller inventory 
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building process 900, a collectible CPO evaluation process 1000, an authentication 
monitoring process 1100 and an unfilled CPO periodic maintenance process 1200. 
Generally, the seller inventory building process 900 receives a list of items to be sold 
from a seller, and creates a record of each item in the item database 800. The 
5 collectible CPO evaluation process 1000 receives a collectible CPO from a buyer; 
provides the CPO to potential sellers and determines whether any seller is willing to 
accept the CPO. The authentication monitoring process 1100 monitors the 
authentication performed by the dealer/authenticator 150 and determines w^hether the 
dealer/authenticator 150 validates the item provided by an accepting seller. The 

10 unfilled CPO periodic maintenance process 1200 is preferably periodically executed 
to determine whether the goods associated with a previously unfilled CPO have been 
added to the inventory of the collectible CPO management system 100. 

A network interface (not shovm) preferably connects the central 
controller 200 to the buyer, sellers, dealer/authenticator and issuing banks, for 

15 example, by means of an Internet connection using the public switched telephone 
network (PSTN). The network interface preferably includes multiple communication 
channels for simultaneously establishing a plurality of connections. 

FIG. 3 illustrates an exemplary buyer database 300 that preferably 
stores information on each buyer of the collectible CPO management system 100, 

20 including biographical information and billing information, such as a credit card 
number. The buyer database 300 maintains a plurality of records, such as records 
305-315, each associated with a different buyer. For each buyer identifier in field 
330, the buyer database 300 includes the corresponding buyer name, address and 
electronic mail address in fields 335 through 345, respectively, and credit card 

25 nimiber or other general-purpose account identifier in field 350. The buyer identifier 
stored in field 330 may be utilized, for example, to index the offer database 700 to 
obtain previous purchases and CPOs associated with the buyer. 

FIG. 4 illustrates an exemplary seller database 400 which preferably 
stores information on each seller which is registered with the collectible CPO 

30 management system 100 to sell collectibles or other used goods to CPO buyers. The 
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seller database 400 maintains a plurality of records, such as records 405-415, each 
associated with a different seller. For each seller identifier listed in field 430, the 
seller database 400 includes the corresponding seller name, address, contact 
information and credit card number in fields 435 through 450, respectively. It is 
5 noted that the seller identifier stored in field 430 may be utilized, for example, to 
index the offer database 700 to obtain CPOs which have been accepted by the seller. 
The credit card number stored in field 450 can be used primarily to credit sellers' 
accounts for completed transactions or to assess a fine to a seller who delivers an item 
that does not meet the quality grade stated by the seller, 

10 FIG. 5 illustrates an exemplary dealer/authenticator database 500 

which preferably stores information on each dealer/authenticator 150 who is 
registered with the collectible CPO management system 100 to authenticate goods in 
connection with an accepted CPO. The dealer/authenticator database 500 maintains a 
plurality of records, such as records 505-515, each associated with a different 

15 dealer/authenticator 150. For each dealer identifier listed in field 530, the 
dealer/authenticator database 500 includes the corresponding dealer name and address 
in fields 535 and 540, respectively. In addition, field 545 preferably records the item 
class(es) for which the dealer is properly qualified to authenticate items. 

FIG. 6 illustrates an exemplary item class database 600 that records an 

20 item class identifier and descriptor for each class of goods sold by the collectible CPO 
management system 100. The item class database 600 maintains a plurality of 
records, such as records 605-625, each associated with a different item class. For 
each item class identifier listed in field 640, the item class database 600 includes the 
corresponding item class descriptor in field 650. 

25 FIG. 7 illustrates an exemplary offer database 700 which preferably 

contains a record of each CPO being processed by the collectible CPO management 
system 100, including the conditions of each CPO and the associated status. The 
offer database 700 maintains a plurality of records, such as records 705-720, each 
associated with a different CPO. For each CPO listed in field 722, the CPO database 

30 700 includes an identifier of the buyer who submitted the CPO, as well as any sellers 
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who have accepted the CPO in fields 724 through 728. The date the CPO was posted, 
and the date the CPO is filled are recorded in fields 730 and 732. The current status 
of the CPO, and the corresponding offer amount are recorded in fields 734 and 736, 
respectively. If a seller submits a counteroffer to the CPO, the amount of the 
5 counteroffer is recorded in field 738. The item class identifier, a description of the 
goods associated with the CPO and the required minimum quality condition are 
recorded in fields 742 through 746. The date of authentication and the corrresponding 
dealer/authenticator 150 are set forth in columns 748 and 750. The item numbers of 
the items which were sent to the dealer/authenticator 150 before an acceptable item 
10 was finally authenticated by the dealer/authenticator 150 are recorded in fields 752 
through 754. Finally, the item number of the item number which was actually sold to 
the buyer, and an identifier of the corresponding seller are recorded in fields 756 and 
758. 

FIG. 8 illustrates an exemplary item database 800 which preferably 

15 maintains the inventory of goods available for sale by the collectible CPO 
management system 100, including an identifier of the seller of the goods, as well as 
an indication of the grade and minimum offer price. The item database 800 maintains 
a plurality of records, such as records 805 through 815, each associated with a 
different item for sale. For each item identified in field 820, the item database 800 

20 includes an identifier of the seller of the item, as well as the item class and posting 
date in fields 825 through 835, respectively. Finally, a descriptor for each item, as 
well as a corresponding quality grade and minimum offer price are preferably set 
forth in fields 840 through 850, respectively. 

As discussed above, the central controller 200 preferably executes a 

25 seller inventory building process 900, shown in FIG. 9, to receive a list of items to be 
sold fi:om a seller, and create a record of each item in the item database 800. As 
illustrated in FIG. 9, the seller inventory building process 900 is initiated during step 
910 upon an attempt by a seller to contact the collectible CPO management system 
100. A test is initially performed during step 920 to determine if the seller is 

30 registered with the collectible CPO management system 100 to sell goods. If it is 
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determined during step 920 that the seller is registered to sell goods, then program 
control proceeds directly to step 950. 

If, however, it is determined during step 920 that the seller is not 
registered to sell goods, then the seller is registered during steps 930 and 940. The 
5 seller's address, telephone number and item class are preferably received from the 
seller during step 930. Thereafter, the received seller information is stored in the 
seller database 400 during step 940, and a unique access code is assigned to the seller. 

A list of items, or general categories of items, that the seller wishes to 
sell is preferably received during step 950. Each identified item or category of item is 

10 then stored in the item database 800 along w4th the unique seller identifier during step 
960. Program control terminates during step 970. 

As previously indicated, the central controller 200 preferably executes 
a collectible CPO evaluation process 1000, shovwi in FIGS. 10a through lOd, to 
receive a collectible CPO from a buyer; provide the CPO to potential sellers and 

15 determine whether any seller is willing to accept the CPO. As shovwi in FIG. 10a, the 
collectible CPO evaluation process 1000 initially receives personal information from 
the buyer, such as name, address and email address, during step 1002 and thereafter 
stores the received personal information in the buyer database 300 during step 1004. 
Thereafter, the central controller 200 will receive a description of the desired good(s) 

20 from the buyer, as well as the conditions, price and expiration date associated with the 
CPO from the buyer, as well as an identifier of a general purpose account from which 
funds may be paid, such as a credit or debit card account, during step 1008. It is 
noted that if the buyer ultimately fails to purchase the requested item once the CPO is 
accepted by a seller, the buyer can be charged a fee or a penalty . In this manner, the 

25 offer is guaranteed with a general purpose account, for example, using a line of credit 
on a credit card accomt. 

Appropriate legal language is preferably displayed or read to the buyer 
during step 1010 to form a binding CPO. A CPO nimiber is generated during step 
1012, and the CPO information, including a buyer identifier, subject of goods, 

30 conditions, CPO price and CPO number, and are then entered into the offer database 
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700 during step 1014. Once the terms of the CPO have been received and recorded 
by the collectible CPO management system 100, the buyer's credit card number are 
transmitted to the appropriate issuing bank 170, 180 during step 1016, together with 
the CPO price, for authorization. It is noted that the authorization performed during 
5 steps 1016 through 1022 could be performed after the determination is made during 
step 1026 that the desired item is available, as discussed below. 

A test is initially performed during step 1018 to determine if the 
transaction was authorized by the issuing bank 170. If it is determined during step 
1018 that the transaction was not authorized by the issuing bank 170, then a new 

10 credit card number is requested from the buyer during step 1020, and received during 
step 1022. Program control then returns to step 1016 to again attempt the 
authorization process in the manner described above. If, however, it is determined 
during step 1018 that the transaction was authorized by the issuing bank 170, then the 
status of the CPO is set to pending during step 1024 (FIG. 10b). 

15 The item database 800 is then queried during step 1026 to determine if 

any sellers have listed the specific item or item category requested. A test is then 
performed during step 1028 to determine if there is at least one record in the item 
database 800 meeting the request of the buyer. If it is determined during step 1028 
that there is not at least one record in the item database 800 meeting the request of the 

20 buyer, then a fiirther test is performed during step 1032 to determine if there is at least 
one record in the item database 800 meeting the item class of the item requested by 
the buyer. If it is determined during step 1032 that there is not at least one record in 
the item database 800 meeting the item class of the item requested by the buyer, then 
a "no seller responding" message is preferably transmitted to the buyer during step 

25 1034. Thereafter, program control proceeds to step 1054 (FIG. 10c), discussed 
below. 

If it is determined during step 1028 that there is at least one record in 
the item database 800 meeting the request of the buyer, or if it is determined during 
step 1032 that there is at least one record in the item database 800 meeting the item 
30 class of the item requested by the buyer, then the CPO is provided to the potential 
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seller(s) of the requested item during step 1030. As discussed further below, the CPO 
is preferably provided to each broadcast-based seller, for example, by means of a 
broadcast transmission, or by means of posting the CPO, for example, on an 
electronic bulletin board accessible by each broadcast-based seller, and a CPO rule 
5 evaluation process is executed for each agency-based seller. As indicated above, the 
CPOs provided to individual sellers may be filtered or screened in accordance with 
predefined criteria. For example, the collectible CPO management system 100 may 
provide a given CPO to selected sellers based on the item requested by the CPO or 
other predefined screening criteria, so that sellers only obtain CPOs that they may be 

10 interested in or are authorized to screen. In addition, a seller may specify that the 
seller only wishes to receive CPOs that dispose of a predefined minimum percentage 
of the seller's inventory or of a particular collection. 

Once the CPO has been provided to the potential seller(s), then a test is 
performed during step 1036 (FIG. 10c) to determine if at least one seller accepts the 

15 CPO within a predetermined time period. If it is determined during step 1036 that at 
least one seller has accepted the CPO within a predetermined time period, then the 
accepting seller(s) are prioritized into a hierarchy during step 1038 based on 
predetermined criteria. For example, the hierarchy may be limited to the first 
accepting seller, or sellers may be assigned a priority in the hierarchy based on the 

20 order in which their acceptances are received by the collectible CPO management 
system 100. Alternatively, priority may be determined based on the geographical 
proximity of each accepting seller to the buyer. In addition, the priority may be based 
on the performance of each accepting seller for previous transactions. In further 
variations, the highest priority in the hierarchy may be awarded to the seller binding 

25 at the lowest price, or to sellers who have negotiated preferences with the collectible 
CPO management system 100. 

Thereafter, the seller(s) are notified of their place in the selling 
hierarchy during step 1040. An appropriate dealer/authenticator 150 for the requested 
item is determined during step 1042, for example, based on the expertise of the 

30 dealer/authenticator 150 and the geographical location of the buyer. The accepting 
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seller(s) are then instructed to mail the item to the dealer/authenticator 150 during 
step 1046, before program control terminates during step 1048. As discussed below 
in conjunction with FIG. 11, the collectible CPO management system 100 preferably 
executes an authentication monitoring process 1100 to monitor the authentication 
5 performed by the dealer/authenticator 150 and determine whether the 
dealer/authenticator 150 validates the item provided by an accepting seller. 

If, however, it was determined during step 1036 that no seller has 
accepted the CPO within a predetermined time period, then a further test is performed 
during step 1050 to determine if any sellers have submitted a counteroffer. If it is 

10 determined during step 1050 that no seller submitted a counteroffer, then the offer 
record is cancelled in the offer database 700 during step 1052, and the buyer is 
notified that the CPO could not be filled. The buyer is then preferably asked during 
step 1054 if he would like to be notified if a seller subsequently lists the requested 
item for sale. A test is then performed during step 1056 to determine if the buyer 

15 wishes to be notified if a seller subsequently lists the requested item. If it is 
determined during step 1056 that the buyer does not wish to be notified if a seller 
subsequently lists the requested item, then the offer record is cancelled in the offer 
database 700 and program control terminates during step 1060. If, however, it is 
determined during step 1056 that the buyer v^shes to be notified if a seller 

20 subsequently lists the requested item, then the offer record in the offer database 700 is 
flagged as "unfilled" during step 1062, before program control terminates during step 
1064. As discussed below, an imfilled CPO periodic maintenance process 1200, 
shown in FIG. 12, is preferably periodically executed to determine whether the goods 
associated with a previously unfilled CPO have been added to the inventory of the 

25 collectible CPO management system 100. 

If, however, it was determined during step 1050 that at least one seller 
submitted a counteroffer, then program control proceeds to step 1066 (FIG. lOd) 
where the counteroffer is transmitted to the buyer, A test is then performed during 
step 1068 to determine if the buyer accepted the counteroffer. If it is determined 

30 during step 1068 that the buyer does not accept the counteroffer, then the seller is 
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notified that the counteroffer was not accepted during step 1070 and the offer record 
is cancelled in the offer database 700, before program control terminates during step 
1072. 

If, however, it is determined during step 1068 that the buyer does 
5 accept the counteroffer, then the counteroffer price and buyer credit card number are 
submitted to the appropriate issuing bank 170 during step 1074 for payment 
authorization. A test is then performed during step 1076 to determine if the 
transaction was authorized. If it is determined during step 1076 that the transaction 
was not authorized, then another credit card number is requested from the buyer 

10 during step 1078 and program control returns to step 1074 for further authorization 
processing. If, however, it is determined during step 1076 that the transaction was 
authorized, then the seller is notified during step 1080 that the counteroffer has been 
accepted. An appropriate dealer/authenticator 150 for the requested item is 
determined during step 1082, for example, based on the expertise of the 

15 dealer/authenticator 150 and the geographical location of the buyer. The seller is then 
instructed to mail the item to the selected dealer/authenticator 150 during step 1084, 
before program control terminates during step 1086. 

As previously indicated, the central controller 200 preferably executes 
an authentication monitoring process 1 100, shown in FIG. 1 1, on a periodic basis to 

20 monitor the authentication performed by the dealer/authenticator 150 and determine 
whether the dealer/authenticator 150 validates the item provided by an accepting 
seller. The authentication monitoring process 1 100 intially notifies the authenticator 
150 during step 1105 that one or more accepting seller(s) in a hierarchy are shipping 
goods for a specific CPO. Thereafter, a test is performed during step 1110 to 

25 determine if the dealer/authenticator 150 has validated the item. If it is determined 
during step 1110 that the dealer/authenticator 150 has not validated the item, then an 
"item not valid" response is received from the dealer/authenticator 150 during step 
1115. A fine can then be charged to the seller's credit card during step 1 120, The 
buyer is notified that the item was not authentic, the buyer's credit card account is 

30 credited with the CPO price and the offer database is updated during step 1125, 
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before program control terminates during step 1 130. In an alternate embodiment (not 
shown), the dealer/authenticator 150 or the collectible CPO management system 100 
can attempt to complete a transaction between the buyer and seller for the sub-grade 
goods, at a reduced price. 
5 If it is determined during step 1110 that the dealer/authenticator 150 

has validated the item of a seller in the hierarchy, then an "item valid" response is 
received by the collectible CPO management system 100 from the 
dealer/authenticator 150 during step 1145. The central controller 200 then instructs 
the dealer/authenticator 150 to return any items of any other sellers which may be in 

10 the possession of the dealer/authenticator 150 during step 1150. The buyer is then 
instructed to pick up the item from the 150 or the dealer/authenticator 150 is 
instructed to deliver the item to the buyer during step 1 155. The seller's credit card is 
then credited with the CPO price, less authentication and other administrative fees, 
and the offer database 700 is updated during step 11 60 to record the final seller and 

15 final item number sold to the buyer, before program control terminates during step 
1165. 

As previously indicated, the central controller 200 preferably 
periodically executes an unfilled CPO periodic maintenance process 1200 to 
determine whether the goods associated with a previously unfilled CPO have been 

20 added to the inventory of the collectible CPO management system 100. The unfilled 
CPO periodic maintenance process 1200 initially checks the item database 800 during 
step 1210 to determine if a seller has listed an "unfilled 
item." A test is then performed during step 1220 to determine if a seller has listed 
the item. If it is determined during step 1220 that a seller has not listed the item, then 

25 program control returns to step 1210. 

If, however, it is determined during step 1220 that a seller has listed 
the item, then the buyer is notified that the requested item is now available from at 
least one seller, during step 1230, and the buyer is asked whether he would like to 
resubmit his original CPO. A test is then performed during step 1240 to detennine if 

30 the buyer wishes to resubmit his CPO. If it is determined during step 1240 that the 
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buyer does not wish to resubmit his CPO, then the offer record is cancelled in the 
offer database 700 during step 1260, before program control terminates during step 
1270. 

If, however, it is determined during step 1240 that the buyer does wish 
5 to resubmit the CPO, then the collectible CPO evaluation process 1000 (FIG. 10) is 
executed during step 1250 to reinitiate the CPO, before program control terminates 
during step 1270. 

As previously indicated, the dealer authenticator 150 initiates an 
authenticator process 1300, shown in FIG. 13, when the the dealer authenticator 150 

10 receives one or more items for inspection during step 1305 from the accepting 
seller(s) in a hierarchy. The dealer/authenticator 150 then grades the item of the first 
accepting seller in the hierarchy during step 1310. A test is then performed during 
step 1315 to determine if the item meets the specified grade requirements. If it is 
determined during step 1315 that the item does not meet the specified grade 

15 requirements, then a further test is performed during step 1320 to determine if there 
are any addhional sellers in the hierarchy. If it is determined during step 1320 that 
there are additional sellers in the hierarchy, then the dealer/authenticator 150 will 
examine the item from the next seller in the hierarchy during step 1325, before 
program control returns to step 1315 and continues processing in the manner 

20 described above. If, however, it is determined during step 1320 that there are no 
additional sellers in the hierarchy, then the dealer/authenticator 150 will transmit an 
"item not valid" response to the central controller 200 during step 1330. The 
dealer/authenticator 150 then preferably returns the item(s) to the seller(s) in the 
hierarchy during step 1335, before program control terminates during step 1340. 

25 Once it is determined during step 1315 that an item from a seller in the 

hierarchy meets the grade requirements specified by the CPO, the dealer/authenticator 
1 50 will transmit an "item valid" response to the central controller 200 during step 
1350. Thereafter, the dealer/authenticator 150 will provide a guarantee to the buyer 
during step 1355, if desired. The dealer/authenticator 150 will then return any 

30 additional items from subsequent sellers in the hierarchy to the sellers, if any, during 
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Step 1360, Finally, the dealer/authenticator 150 will deliver the item to the buyer 
during step 1365, or arrange for the buyer to pick up the item, before program control 
terminates during step 1370. 

COLLECTIONS 

5 In the illustrative collectibles industry, buyers and sellers are often 

looking to acquire or sell, as appropriate, an entire collection. Thus, it may be 
necessary to deconstruct or break up a CPO submitted by a buyer for an entire 
collection, , or a specified percentage of a collection, into component CPOs which are 
individually offered to sellers. For example, a buyer might specify that he will only 

10 purchase a predefined minimum percentage of an entire collection, or that certain 
items will only be purchased together with another item. The individual component 
CPOs associated with the overall CPO are processed by the collectible CPO 
management system 100 to determine whether one or more sellers are willing to 
accept each of the individual components to complete the desired collection. If each 

15 of the individual component CPOs of a collection CPO are accepted by one or more 
sellers, the collectible CPO management system 100 binds the buyer, on behalf of 
each of the accepting sellers, to purchase the entire collection. In this manner, a 
legally binding contract is formed. For a more detailed discussion of a system for 
deconstructing or breaking up an overall CPO for an entire collection into component 

20 CPOs which are individually offered to sellers, see United States Patent Application 
Serial No. 08-923683, filed September 4, 1997, entitled "Conditional Purchase Offer 
(CPO) Management System for Packages," incorporated by reference herein. 

Likewise, if a seller only wishes to sell an entire collection, or a 
specified percentage of a collection, as part of a single transaction, it may be 

25 necessary to combine a plurality of individual CPOs for portions of the collection in 
order to meet the seller's requirements. Thus, the seller can specify, for example, that 
one or more specified items may only be sold together with another item. The 
individual CPOs are processed by the collectible CPO management system 100 and 
pre-bound, imtil the entire collection has been sold. If the collectible CPO 

30 management system 100 is unable to sell the entire collection udthin a predefined 
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time period, the individual pre-bound CPOs are preferably cancelled. For a more 
detailed discussion of a system for aggregating individual CPOs into a group CPO, 
see United States Patent Application Serial No. 08-943266, filed October 3, 1997, 
entitled "System And Method For Aggregating Multiple Buyers Utilizing Conditional 
5 Purchase Offers (CPOs) " incorporated by reference herein. 

According to a further feature of the present invention, the collectible 
CPO management system 100 preferably provides an optional agency feature that 
permits the collectible CPO management system 100 to accept or reject a given CPO 
on behalf of certain agency-based sellers who have delegated such authority to the 

10 collectible CPO management system 100. Thus, the collectible CPO management 
system 100 preferably (i) evaluates CPOs on behalf of certain agency-based sellers 
who have delegated authority to the collectible CPO management system 100 to 
accept or reject a given CPO, and (ii) permits broadcast-based sellers to evaluate 
CPOs independently. Thus, the collectible CPO management system 100 can 

15 preferably provide a CPO to each broadcast-based seller, for the seller to 
independently determine whether or not to accept a given CPO. It is noted that the 
collectible CPO management system 100 can provide a CPO to each appropriate 
broadcast-based seller, for example, by means of a broadcast transmission, or by 
means of posting the CPO, for example, on an electronic bulletin board accessible by 

20 each broadcast-based seller. 

Alternatively, the collectible CPO management system 100 can 
evaluate a CPO against a nimiber of CPO rules defined by one or more agency-based 
sellers, to decide on behalf of an agency-based seller to accept or reject a given CPO. 
A CPO rule is a set of restrictions defined by a given agency-based seller, to define a 

25 combination of such restrictions for which the seller is willing to accept a predefined 
minimum price. In addition, CPO rules can include guidelines defined by a given 
agency-based seller, for filtering CPOs that the seller should receive. For a more 
detailed discussion of CPO rules, the manner in which they are generated and related 
security issues, see U.S. Patent Application Serial No. 08/889,319, entitled 



23 



wo 99/23595 PCT/US98/23462 

Conditional Purchase Offer Management System, filed July 8, 1997, the parent 
application to the present invention, which is incorporated by reference herein. 

Thus, the collectible CPO management system 100 can determine if 
one or more sellers accepts a given CPO by providing the CPO to each seller and 
5 receiving an acceptance or rejection, or by applying the CPO to the CPO rules to 
render a decision to either accept, reject or counter a CPO on behalf of a particular 
seller. 

It is to be imderstood that the embodiments and variations shown and 
described herein are merely illustrative of the principles of this invention and that 
10 various modifications may be implemented by those skilled in the art without 
departing from the scope and spirit of the invention. 
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We claim: 

1. A method of processing the sale a secondary market item, comprising 
the steps of: 

5 obtaining a purchase offer for said secondary market item from a 

customer, said purchase offer containing a description of said secondary market item 
and a payment identifier for specifying a general-purpose account from which funds 
may be paid; 

providing said purchase offer to one or more potential sellers; 
10 receiving from an accepting seller an acceptance of said purchase 

offer; 

determining if said secondary market item provided by said accepting 
seller satisfies said description; and 

binding said customer to purchase said secondary market item if said 
15 secondary market item satisfies said description. 

2. The method according to claim 1, further comprising the step of 
initiating the use of said payment identifiers to collect said funds from said customer. 

20 

3. The method according to claim 1, wherein said secondary market item 
is a collectible* 

25 

4. The method according to claim 1, further comprising the step of 
providing said purchase offer to said sellers based on the type of items in the seller's 
collection. 

30 
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5. The method according to claim 1, further comprising the step of 
providing said purchase offer to said sellers if said purchase ofFer satisfies screening 
criteria specified by said sellers. 

5 

6. The method according to claim 1, wherein acceptances are received 
from a plurality of accepting sellers and further comprising the step prioritizing said 
accepting sellers based on predefined criteria. 

10 

7. The method according to claim 1, wherein determining step comprises 
the step of providing said secondary market item to an authenticator for inspection. 

15 8. A method of processing the sale of a secondary market item, 

comprising the steps of: 

obtaining a purchase offer for said secondary market item from a 
customer, said purchase offer containing at least one customer-defined condition; 

identifying one or more rules from at least one potential seller of said 
20 secondary market item, each of said rules containing one or more seller-defined 
restrictions; 

comparing said purchase offer to said rules to determine whether an 
accepting seller is willing to accept said purchase offer if said customer-defined 
condition satisfies said seller-defined restrictions of at least one of said rules; 
25 determining if said secondary market item provided by said accepting 

seller satisfies said condition; and 

providing said secondary market item to said customer if said 
secondary market item satisfies said condition. 

30 
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9. The method according to claim 8, wherein said purchase offer further 

contains a payment identifier for specifying a general-purpose account from which 
funds may be paid and said method further comprises the step of initiating the use of 
said payment identifiers to collect said funds from said customer. 



10. The method according to claim 8, wherein said secondary market item 

is a collectible. 



10 



11. The method according to claim 8, wherein said rules are identified 

based on the type of items in the seller's collection. 



15 12. The method according to claim 8, wherein said rules are identified 

based on screening criteria specified by said sellers. 



13. The method according to claim 8, wherein acceptances are received 

20 from a plurality of accepting sellers and further comprising the step prioritizing said 
accepting sellers based on predefined criteria. 



14. The method according to claim 8, wherein determining step comprises 

25 the step of providing said secondary market item to an authenticator for inspection. 



15. A system for processing the sale of a secondary market item 

comprising: 
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one or more communications ports to receive a purchase offer for said 
secondary market item from a customer, said purchase offer containing a description 
of said secondary market item and a payment identifier for specifying a general- 
purpose account from which funds may be paid; and 
5 one or more processors to determine if said purchase offer is accepted 

by an accepting seller and if said secondary market item provided by said accepting 
seller satisfies said description, said customer being bound to purchase said item if an 
acceptance is received for said purchase offer. 

10 

16. The system according to claim 15, wherein said processor initiates the 

use of said payment identifiers to collect said funds from said customer. 

J 5 17. The system according to claim 1 5, wherein said secondary market item 

is a collectible. 

18. The system according to claim 15, wherein said processor provides 
20 said purchase offer to said sellers based on the type of items in the seller's collection. 

19. The system according to claim 15, wherein said processor provides 
said purchase offer to said sellers if said purchase offer satisfies screening criteria 

25 specified by said sellers. 

20. The system according to claim 15, wherein acceptances are received 
from a plurality of accepting sellers and wherein said processor prioritizes said 

30 accepting sellers based on predefined criteria. 
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21. The system according to claim 15, wherein processor determines if 
said secondary market item satisfies said description by providing said secondary 

5 market item to an authenticator for inspection. 

22. A system for processing the sale of a secondary market item 
comprising: 

10 one or more communications ports for obtaining a purchase offer for 

said secondary market item from a customer and for obtaining one or more rules from 
at least one seller of said secondary market item, said purchase offer containing at 
least one customer-defined condition for said secondary market item and each of said 
rules containing one or more seller-defined restrictions; and 

1 5 one or more processors to: 

compare said purchase offer to said rules to determine whether a seller 
is willing to accept said purchase offer if said customer-defined condition satisfies 
said seller-defined restrictions of at least one of said rules; and 

provide said secondary market item to said customer if an acceptance 

20 is obtained for said purchase offer and if said secondary market item provided by said 
accepting seller satisfies said condition. 

23. The system according to claim 22, wherein said purchase offer fiirther 
25 contains a payment identifier for specifying a general-purpose account from which 

funds may be paid and said processor initiates the use of said payment identifiers to 
collect said funds from said customer. 
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24. The system according to claim 22, wherein said secondary market item 

is a collectible. 

5 25. The system according to claim 22, wherein said rules are identified 

based on the type of items in the seller's collection. 

26. The system according to claim 22, wherein said rules are identified 
10 based on screening criteria specified by said sellers. 

27. The system according to claim 22, wherein acceptances are received 
from a plurality of accepting sellers and wherein said processor prioritizes said 

15 accepting sellers based on predefined criteria. 

28. The system according to claim 22, wherein processor determines if 
said secondary market item satisfies said description by providing said secondary 

20 market item to an authenticator for inspection. 

29. A method of processing the sale of a collection of secondary market 
items, comprising the steps of: 

25 obtaining a purchase offer for said collection firom a customer, said 

purchase offer containing a description of said secondary market items in said 
collection and a payment identifier for specifying a general-purpose account from 
which funds may be paid; 

deconstructing said purchase offer into a plurality of component 

30 purchase offers; 



30 



wo 99/23595 PCT/US98/23462 

providing said component purchase offers to a plurality of potential 

sellers; 

receiving from one or more of said sellers an acceptance of said 
component purchase offers; 
5 determining if said secondary market items provided by said accepting 

sellers satisfy said corresponding description; and 

binding said customer to purchase said collection if said collection of 
secondary market items satisfies said description. 



10 

30. A method of processing the sale of a collection of secondary market 

item, comprising the steps of: 

obtaining an individual purchase offer for one or more secondary 
market items in said collection from each of at least two customers, each of said 
15 individual purchase offers containing a description of said secondary market items 
and a payment identifier for specifying a general-purpose account from which funds 
may be paid; 

combining said individual purchase offers to form an aggregate 
piirchase offer for said collection; 
20 providing said aggregate purchase offer to one or more potential sellers 

of said collection; 

receiving from at least one of said sellers an acceptance of said 
aggregate purchase offer; 

determining if said secondary market items provided by said accepting 
25 seller satisfies said descriptions; and 

binding said customers to purchase said secondary market items if said 
secondary market items satisfy said description. 
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